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RETENTIVE EFFICIENCY 
-GOVERNS THE SELECTION OF CLASPS 


Vertical projection clasps, pointing upwards against the 
teeth they engage, resist dislodgment.by a sort of tripping, 
pushing action. They are indicated for short, straight teeth, 
or for teeth which offer relatively little undercut retention. 
Circlet clasps should be employed where the undercuts are 
considerable. They spread over tooth projections and slide 
in and out of their retentive positions. 


Esthetic considerations will often suggest a wider use of 
vertical projections. They are less conspicuous than circlets. 
Our full knowledge of the possibilities, application and 
correct design of vertical projection clasps (Roach clasps) 
justifies your confidence. 
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MORE PATIENTS CAN AF- 
FORD DENTISTRY ON A 
BUDGET PLAN 


TIMEPLAN started in 1939 

is now used by one-third 

of the ethical dentists in 
California 

By R. A. Peterson 

and S. N. Wilson p.4 
Budget Plan Contract 
Often Represents Fees 
Which You Would Not 

Have Had the Opportu- 

nity to Collect 

Writes L. R. Sanders Pp. 5 


RESTORATION OF THE 
MONTH 
Restoration of Correct 
Vertical Dimension with 
Partial Ticonium Den- 
tures 
by Wallace M. Dickson, 
D.D.S., and H. N. Cherry, 
D.D.S. 


PREPAID DENTAL SER- 
VICES 


$262.50 IN WAR BONDS 
AND STAMPS EVERY 
MONTH 


p. 10 


p. 13 
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Now that restrictions have been placed on 
the buying of many consumer articles, den- 
tistry has an unusual opportunity to tell its 
story. Emphasis on the importance of dental 
health would not be distracted by the ap- 
peals of manufacturers of automobiles, ra- 
dios, refrigerators, etc. — long regarded as 
dentistry’s real competitors. 

Busy as you are, you cannot afford to neg- 
lect the present opportunity. It is a personal 
and patriotic duty. Dentists have long real- 
ized that their services are little understood 
and often under-estimated by the public. 
They know, too, that more people can afford 
to include dentistry in their budget even in 
normal times. 


To divert public spending from health ser- 
vices would be most critical. The teeth of 
those who are building munitions require 
the same attention and care as those of our 
fighting men. The public must be educated 
now to set aside the necessary time and 
money to attend to their health requirements 
lest we end this war sick in body and mind. 


An educational campaign to the public 
instituted now promises great success, but 
an educational campaign in behalf of den- 
tistry should be accompanied by a plan of 
financing. In this issue of TIC, we are pre- 
senting two forms of Budget Plans that are 
being successfully used by several thousand 
dentists. 


Interest your society in investigating a 
budget plan for its members. In the mean- 
time, put into operation a budget plan of 
your own. 


Published by 


TICONIUM 


413 North Pearl Street 
ALBANY, N.Y., U.S.A. 
Edited by J. J. NEVIN 
Publishers permission to reprint arti- 
cles from “TIC” will be freely extended 

to any dental journals. 
x * * 
Contents copyrighted 1942 by Ticonium. 
Printed in U.S.A. 
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I heard the bells on Christmas day 
Their old familiar carols play, 
And wild and sweet 
The words repeat 
Of peace on earth, good-will to men! 


And thought how, as the day had come, 
The belfries of all Christendom 

Had rolled along 

The unbroken song 
Of peace on earth, good-will to men! 


Till, ringing, singing on its way, 

The world revolved from: night to day, 
A voice, a chime, 
A chant sublime, 

Of peace on earth, good-will to men! 


Then from each black accursed mouth 
The cannon thundered in the south, 
And with the sound 
The carols drowned 
Of peace on earth, good-will to men! 


It was as if an earthquake rent 
The hearth-stones of a continent, 
And made forlorn 


The households born 
Of peace on earth, good-will to men! \ / 


And in despair I bowed my head: 
“There is no peace on earth,” I said; 
“For hate is strong, 
And mocks the song 
Of peace on earth, good-will to men!” 


Then pealed the bells more loud and deep: 
“God is not dead; nor doth He sleep!” 
The Wrong shall fail, 

: The Right prevail, 


With peace on earth, good-will to men! 
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TIMEPLAN Started in 1939 is Now Used by 
One-third of the Ethical Dentists in California 


R. A. PETERSON and S. N. WILSON 


Bank of America, San Francisco, California 


Each new patient comes to a dental office with a specific need. He wants 
relief from pain, or he brings a desire for comfort, better health, improved 
appearance, or increased dental function. By skilfully stimulating this desire, 
dentists may create a wider demand for better dentistry. 

In addition, it should be realized that dentists are in competition with 
merchandising specialists in other fields, who skilfully use all their methods 
of advertising display, sales-craft, and credit extension to capture the public's 
spendable dollars before health service requirements are met. Unquestion- 
ably, a greater service can be rendered by making dentistry as easy to pur- 
chase as other commodities and services. 

Statistics show that only one-fourth of the public receives more than 
emergency dental attention! The money barrier presents the largest obstacle 
to the widest use of dentistry; so it is necessary for each dentist to provide 
himself with additional credit facilities in the form of a budget plan. 

It should not be forgotten that dentists are inescapably involved in the 
credit business. Each patient whose work is finished before his bill is settled 
is a credit case. Dentists should also remember that it is easiest for the patient 
to pay for services rendered when such services are fresh in his mind. The 
older the account, the harder it is to collect! 

Business men have proved that the barrier to sales is not the total price, 
but the size of the immediate commitment and of the monthly payments. If 
the total cost barrier to adequate dental service is made flexible, lower 
income groups can be served and more nearly complete and more perfect 
restorations can be made available for those in the medium to higher income 
brackets. Thus the availability of dental services is greatly expanded. 

Today, approximately one-third of the dentists in California use the 
TIMEPLAN. 

TIMEPLAN was first announced in the early part of 1939. We did not do 
a great deal of advertising until about the middle of that year. On July 19, 
1940, we mailed a letter to all of the ethical dentists in (Continued on page six! 
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Budget Plan Contracts Often Represent Fees Which 
you Would not Have Had the Opportunity to Collect 


Writes L. R. SANDERS 


H. J]. Bosworth Company, Chicago, Illinois 


For many years it has been our privilege to serve a substantial portion 
of the dental profession in the business management of their practice. This 
experience has given us a knowledge of practice problems and an oppor- 
tunity to solve them that likely no other individual or organization possesses. 

The founder of our company, the late Harry J. Bosworth, started fifteen 
years ago to recommend the use of a Budget Plan in dentistry. It has only 
been during the last few years that this method of financing has come into 
limited use. Now that all dentists are busy and unable, in most instances, to 
accept new patients, the question is asked, “Why use a Budget Plan?” 

There is actually a greater need for a Budget Plan in periods of increased 
business. 

Short appointments of fifteen to twenty minutes are still being made. 
This procedure is often followed to control the service within the fee that 
can be established for each visit. Frequent change of patients results in loss 
of productive time to the extent of an hour or two hours each day. Further- 
more, it creates commotion in the office, extra bookkeeping, increased laundry 
bills, and added fatigue for dentist and assistant. A serious effort should be 
made right*now when time is short to eliminate this costly inefficiency. 

Patients should be given a definite fee for the needed service. They are 
more concerned about “Total cost” than the fee per visit. They should be 
informed that longer appointments will make it possible for you to complete 
the work in much less time. If the patient hesitates because of inability to 
make the necessary cash payments in a few visits, suggest a Budget Plan. 

Nor can you be the sole judge of the evaluation patients place on their 
teeth. An Omaha dentist relates this pertinent story. One evening atter clos- 
ing, he left an expensive denture on his bracket table. On the following day 
he received a visit from the lady who cleaned his office. She wanted an 
estimate on that denture. Satisfied that this particular patient could not afford 
such service he dismissed her without giving her the information. A week 
later she returned and insisted upon knowing the cost(Continued on page eight) 
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Southern California, enclosing with that let- 
ter a broadside and a return card with a 
self-addressed envelope. As these reply 
cards came into our headquarters a repre- 
sentative of our department would call and 
explain our plan in detail. 

Here is our usual method of procedure: 

The dentist completes the Credit Statement 
and Agreement Form (Fig. A). If his finan- 
cial responsibility and reputation are such 
that the lending officer of the bank approves 
his statement a “discount line’ is set up 
for him. A definite understanding is reached 
on the amount of reserve to be established, 
usually 10 to 20 percent. 

Applicant's Statement and Note forms 
(Fig. F) are provided to the dentist to be 
filled out and signed in his office by the 
patient. Immediately after the patient signs 
the note it is taken or mailed to the bank. 
A credit investigation is then made by the 
lending officer. If the note is acceptable the 
doctor endorses it. His account is credited 
with the face amount of the note, less the 
financing charge and less the reserve. 


Example: 
Amount of Patient's Note........ $212.00 
Less: Discount $12.00 
Less Reserve — 10%................ 20.00 
$32.00 32.00 
te: Doctor: $180.00 


You will observe that our total cost to the 
customer or patient is $6.00 per $100.00 per 
year, or 50 cents per month. Included in 
this charge is a mortality fee which insures 
the life of the borrower during the time the 
note is carried on our books for the full 
unpaid balance. 

In case of default on the part of the bor- 
rower a notice is mailed by our branch on 
the Sth day of delinquency —a 2nd notice 
is mailed on the 10th day of delinquency, 
and a 3rd notice on the 15th day of de- 
linquency. On the 20th day a letter is writ- 
ten and if necessary a personal call is made 
by our collection department. Our experi- 
ence thus far has been very satisfactory. 
We have found that it has been necessary 
to ask the doctor to repurchase a very small 
percentage of delinquent accounts. In fact, 
this figure will not amount to as much as 
of 


In spite of the war our TIMEPLAN is pro- 
viding a substantial amount of business. 
Dentists, because they are contacting a 
larger number of strangers than ever be- 
fore, are finding it a welcome addition to 
their credit facilities. To assist the profes- 
sion, we are still advertising in various pub- 
lications about the need for dental care. 
Mention is always made that dentists are 
familiar and willing to co-operate in supply- 
ing TIMEPLAN facilities for those patients 
who require deferred payments. 

Briefly, the TIMEPLAN as set up by the 
Bank of America offers these advantages to 
dentists: 

l.Long term receivables converted into 
cash. 

2. Nominal charge —6% discount. 

3. Credit losses minimized due to reserve 
set up in “withhold account”. 

4. Collection effort rests with bank which is 
experienced and organized to do such 
work. 

5. Dentist gets benefit of extensive credit 

experience. 

6. Patient need contact no one but dentists. 

7. Transaction simple and may be com- 
pleted quickly. 

8. Sound credit counsel and advice. 

In a brochure published several years ago, 
we stated that dentists could extend their 
services: 

1. By providing good dentistry; 

2. By having an attractive, inviting, well- 
equipped office; 

3. By recommending and prescribing treat- 
ments that will best satisfy the comfort, 
health and appearance requirements of 
their patients; 

4. By providing and suggesting methods 
of paying for the services to be ren- 
dered. 

Today, one-third of the dentists in Cali- 
fornia, one thousand of whom used TIME- 
PLAN in its first year, endorse these recom- 
mendations. 


Fig. A — Credit Statement completed by 
dentist to establish a “discount line”. 

Fig. B — Literature distributed by bank to 
its clients. 

Fig. C — Card prepared by the bank for the 
dentist's use in recommending TIMEPLAN. 

Fig. D — Example of newspaper advertis- 
ing conducted by the bank. 

Fig. E — Statement and contract completed 
by the patient. 

Fig. F — Dentist’s record of TIMEPLAN 
notes discounted. 
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of that denture. When he quoted his fee she 
dug down into the “First National Bank” to 
pay for the case. She had just inherited some 
money. In our contract with dentists we have 
heard of many similar experiences. Every 
patient is entitled to a choice of the finest 
dentistry. 

In offering patients a choice of restora- 
tions, you must necessarily present different 
estimates. A patient may want the finest 
restoration available but accept only the 
lower fee restoration on a cash payment 
plan. Here again the use of a Budget Plan 
should be suggested for the difference in 
the fee of the two types of restorations. 

There can be no question of the value of 
a Public Relations Program for Dentistry such 
as outlined in the two splendid articles of 
the September issue of TIC. Public Rela- 
tions, however, is only a partial answer to 
the problem of better dental health for more 
people. Chairside education of patients must 


JOHN KEENE, 0.0.5. 
5632 W. Bloomingdale Ave. 
Chicago, 


_Announcement 


i to my patients who desire this 
san 


an of Payment for any 
rrangements for payment are 
Very truly yours, 


JOHN KEENE, D.D.S. 


Fig. Form of announ 
addressed to patients 
be ing the Budget Plan. 

Fig. 2. Application for Credit 
completed by the 


be improved immeasurably. More needed 
dentistry walks out of dental offices than is 
rendered. Proper chairside education of pa- 
tients will teach the value of dentistry to 
those whom you serve and bring to you 
their family and friends. 

Dentists continue to defend the necessity 
in many instances of rendering partial ser- 
vice to their patients. While it is true that 
these patients may not be able to afford all 
the needed service on a cash basis, they 
can usually make provision for a complete 
mouth rehabilitation when a budget plan 
of payment is offered. 

Although the national income has in- 
creased by leaps and bounds during the 
last two years, there are a large number 
of people who have not participated in the 
increase. These are proprietors of businesses 
not participating in the war effort and their 
employees. New living costs and taxes have 
placed upon them burdens that no longer 
make it possible for them to take care of 
their dental requirements on a cash basis. 

There is no mystery or magic in the appli- 
cation of a Budget Plan to dental practice. 
Nor is there need for fear about a large 
percentage of unpaid contracts. Our records 
covering many practices in different cities 
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of this country show only 86% in collections 
of fees for service rendered without a Budget 
Plan. The use of the Budget Plan actually 
improves collections. Fees and the terms of 
payment are arranged in advance. Misun- 
derstandings are avoided, which, in a great 
number of instances, accounts for a large 
percentage of poor collections. The Budget 
Plan promotes an investigation of the pa- 
tient’s credit reputation. This is in direct 
contrast to the haphazard manner in which 
most dentists collect their open or cash 
accounts. 

The collection experience of dentists who 
use the Budget Plan properly has been ex- 
cellent. Collections average 98% of the total 
amount of contracts. 

You can well afford to handle a Budget 
Plan in your office without the financial 
assistance of the bank. Budget Plan con- 
tracts usually represent the fees for services 
that you would not have had the opportu- 
nity to render without this accommodation. 
Budget Plan contracts will provide you with 
a steady income each month in the form of 
regular payments. In time of illness or a 
vacation, you have the comforting realiza- 
tion that these payments will take care of 
all or a good portion of the overhead ex- 
penses. 


Your employee 
des: to have me ren desires 
ae payment of the fee. 


dental services and 


short time for the 
i jeased to grant credit to anyone 
psec on the attached card will be appreciated. 


information wi ept strictly CO idential. 
This inf ati be kept nfident 


and to be furnished, 


Plan now to include the Budget Plan in 
your practice. It will benefit your patients 
more than yourself. It. will extend treatment 
to many who do not now have available 
to them more than emergency service. It 
will enable your patients to select better 
restorations. It will improve the routine of 
your office and effect many economies. It 
will increase the number of your productive 
hours because dentistry will no longer be 
rendered on a fee per visit basis. It will 
make dentistry available to people who 
previously had not included it in their 
budget. 


Figs. 
employer and business houses: 


Fic. 5. Plan of payments: and 
contract. 


Fig. 6. Card provided patient to 
record budget payments, 


Forms are provided for acknowl- 
edging completion of services and 


for delinquent accounts. 
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Restoration of Correct Vertical Dimension 
with Partial Ticonium Dentures 


By WALLACE M. DICKSON, D.DS. 


and H. N. CHERRY, D.D:S. 
Teaneck, N. J. 


HISTORY — The cases described here were constructed to replace two all- 
metal partials. These cases were unsatisfactory because they failed to re- 
store lost vertical dimension. The patient also objected to their weight and 
to the recurrent soreness under the lower saddle. 

PROCEDURE — Before the present cases were constructed the bite was 
opened about half of its present distance with an upper acrylic partial. The 
patient wore it for two months. This procedure was followed because the 
radical change in bite opening indicated a gradual accustoming of the patient 
to the new position. 

There are a few unusual features about the present cases that are worthy 
of your attention. Two Ticonium partials were constructed. Because esthetics 
were so highly valued by the patient, acrylic onlays were used instead of 
all-metal. 

Many writers claim that plastic onlays should be avoided if the opposing 
teeth are porcelain or metal or if the thickness of the onlay at any point is 
less than three millimeters. In this instance, the plastic onlays were of suffi- 
cient bulk to justify their use and.were adequately reinforced with a Ticonium 
frame. 

Because of the presence of a great amount of flabby tissue in the upper 
anterior area the teeth were attached to the Ticonium frame with an acrylic 
resin. Provision was thus made for possible rebasing and relining at a later 
date. 

Acrylic pads were attached under the saddles of the lower denture to 
provide for future adjustment. 

The cases have been very favorably received by the patient. 
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PREP AID DENTAL SERVICES 


This program was submitted by the Eco- 
nomics Committee of a prominent Mid-West- 
ern Dental Society. Although rejected by its 
executive board, the plan is published in TIC 
for further opinion. The authors of the plan in- 
vite your comments. 


The Dental Health Foundation, Inc., a non-profit organization was de- 
signed for sponsorship and supervision by the District Dental Society. Its 
plan of pre-paid dental services would be worked in harmony with a State 
Dental Health Plan for the care of the indigent. Monies collected were to 
be disbursed by the appointed members of the District Dental Society. Officers 
of the Dental Health Foundation consisted of the six directors of the Dis- 
trict Dental Society. They, in turn were to elect a President, Secretary, and 
Treasurer, and choose three directors from the Laity. 


Membership in the Foundation was restricted to those with limited in- 
comes; $110.00 a month for single persons, and $135.00 a month for married 
persons. By setting these limitations it was hoped that the Plan would cre- 
ate less interference with the present practice of dentists. 


It was planned to have representatives of the Dental Health Foundation 
visit employers and explain to them in an educational manner the value of 
the program. With their permission, employees would then be contacted. 
Through cooperation with the patient and employer, cost of membership was 
to be collected in the form of payroll deductions. 


Cost of membership was $1.00 plus 60c a month, payable in advance. 
A member's family was entitled to the same Benefits upon the payment of 
50c a month for the first dependent, and 40c a month for each additional de- 
pendent. Each member was entitled to the following services: 


1— Acomplete cleaning of teeth each six months 
2 — All needed X-Rays 


3 — Two extractions each year if needed (not including 
impacted or semi-impacted teeth) or amalgam 


fillings 
4— Counsel and advice to the patient by the dentist 
whenever needed (Continued on page five) 
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We planned to use the initial membership 
fee of $1.00-to pay for all sales expense, lit- 
erature, educational pictures and models, 
office overhead and commissions. The month- 
ly premium was to be set up as a fund for 
the compensation of dentists. 

Upon receipt of the membership fee of 
$1.00 and the first monthly payment, the 
Dental Health Foundation would issue a 
contract to the patient and an identification 
card for presentation to the dentist. The 
dentist, upon verification of the patient's 
standing with the Dental Health Founda- 
tion, was permitted to render the prescribed 
services. Details of his services were noted 
on the back of the membership card. The 
patient was free to select a dentist from 
the list of those organized dentists submitted 
by the Dental Health Foundation. The den- 
tist had the privilege of accepting or re- 
jecting the patient. 

Compensation for the dentist was estab- 
lished in the following manner: 


(Adults) 
Rophylaxis. ................. $1 Limit per year per member 2 
Complete X-Ray.......... $2 Limit per year per member 1 
Single Pictures 25c each Limit per year per member 8 


Extractions .................. $1 Limit per year per member 2 
(Children) 

Prophylaxis ................ $1 Limit per year per member 2- 

Complete X-Ray.......... $2 Limit per year per member 1 

Single X-Ray.............. 25c Limit per year per member 8 

Extractions ................ 50c Limit per year per member 2 


The plan of the Foundation was two-fold. 
It was intended to take care of the minimum 
dental requirements of a low income group. 
It was planned to discourage promoters and 
insurance companies from exploiting the 
field of organized dentistry. In thwarting the 
so-called advertising dentist it tied the pa- 
tient to ethical practitioners. 

Patients would have been benefited by 
the Plan because it afforded them a means 
of obtaining needed dental services in a 
convenient manner. It promoted regular and 
systematic visits to the dentist for preventive 
treatment. 

Dentists would have been benefited be- 
cause the Plan would have provided them 
with responsible contracts and enlarged their 
field for spreading the gospel of good den- 
tistry. 

If such a thing as profit remained atter 
all operating expenses of the Foundation, 
these funds were to be used for educational 
advertising over the radio and through the 
newspapers. 


IN WAR BONDS and STAMPS 
will be awarded each month for 
your contributions to 


TIC 
100" 


IN WAR BONDS 
for the two best articles on How to Promote 
Dentistry to the Public. Two such articles will 
be selected for presentation in TIC each 
month. To each of the writers will be given 
a $50 war bond. 


‘59 


for the best article by a Dental Hygienist or 
Assistant on How to Promote Dentistry to 


12 50 | 


IN WAR STAMPS 


for Suggestions on saving present materials 
and equipment. Five suggestions will be 
accepted each month. To each of those con- 
tributing an accepted suggestion will be 
awarded War Savings Stamps in the amount 


$100" 


IN WAR BONDS 


for a report on the most unusual restoration 
entrusted to any Ticonium Laboratory during 
the previous month. Your report should in- 
clude a description of the operative pro- 
cedures involved and suitable illustrations 
of the patient and appliance. 


Articles may be submitted in the form of 
manuscript, notes or letter. 


Address all correspondence to 


TIC 


413 North Pearl Street, Albany, New York 
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laboratory in the British Journals, illus- 
trate the value of your co-operation. 


Daily it is becoming increasingly more difficult for uste anticipate our materiel 
requirements. Some materials have inereased in cost while others are no longer 
available. Delayed shipments of regular items are now a common occurrence. 


Even more serious is our problem. of mainiaining skilled people: Technicians =~ 
are entering the armed forces:through enlistment and. conscription, 
ng employment at higher salgries in war work. Their replacement by; other, 
xilled technicians is almost impossible. Whom to train causes us muchicon=” 
cern. Young men are likely. to be drafted. Older men with: dependents: nine 


without experience can be generously paid by other industries: 


With all of these difficulties we are producing more cases. We are pa 
every last effort to maintain the high quality of work to whieh you have: be- 


come accustomed: 


it is not our desire to limit service. Nor is it our intention to comfime Our eforts 
to any particular group of dentists. As ever, we are willing and teq@uyeimaeeiet 9 


These messages, published by a dental 


you with your laboratory requirements. Your patience, ane 


operation are more necessary now than ever 


Whenever possible, allow us an exite, 
plete your restorations. Yous patients. wiles 
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A New and Better Construction ’ 
THE “PORCELAIN-ACRYLIC” JACKET 


The under layer of the crown consists of the first bake of porcelain. Over the 
porcelain is processed an acrylic material. 


ADVANTAGES 


1. A sharp shoulder that is not obtained with the regular acrylic q 
ackets : 
2. More accurate reproduction of shades due to opaque porcelain 


3. Less retlection of metallic cores and dark surtaces 


4. Less cold tlow under masticating stress 


stronger, more beautiful restoration. 


SPECIFY THE “PORCELAIN-ACRYLIC” JACKET FOR YOUR NEXT CASE 


| 
| 


4 
4 
8 
naerbodyv 
4 
i 3 


